	Advanced Advertising & Design

	Description  
Advanced Advertising & Design will teach students how to take an innovative approach to advertising creativity.  The course will cover the entire conceptual process, from developing smart strategy to executing it with strong ads.  The course will cover creative, literary, and graphic design strategies that combine to make effective ads.  Ultimately, the course will show students how to find strong selling ideas, and then express them in fresh, memorable, persuasive ads.  As a culminating assessment, students will develop and pitch a dynamic advertising campaign for a client.  



	Course Overview

	Course Goals
Students should:

· Gain a strong comprehension of how graphic design and language can be used to persuade.
· Understand the ethical responsibilities related to advertising, as well as the impact it has on society.

· Be able to identify an effective ad from an ineffective ad, using the measures of effectiveness in advertising.

· Be able to identify audience, purpose, and an overall message in their own creations as well as existing advertising in the industry.

· Identify arguments for both sides of the question as to whether advertising is still a relevant marketing tool.

	Essential Questions 
· How can studying advertising help us to learn more about a society?
· How can the English language be used to persuade effectively?

· How can you ensure that a reader will process information presented to them in the order and/or way that you want them to?

· What impact does advertising have on society?

· How can image and language be best employed to deliver the intended message?
	Assessments
Common Assessments

Skill Assessments

PowerPoint Presentations
Case Studies 
Projects

Advertising Proposals

	 Content Outline 

I. Unit 1 - Introduction to Advertising
II. Unit 2 - Strategy

III. Unit 3 - Execution

	Standards
State of Connecticut Curriculum Frameworks
Connecticut State Standards are met in the following areas: 

CCRST2: Key Ideas and Details

CCRST4: Craft and Structure

CCRST7: Integration of Knowledge and Ideas

CCRST9: Integration of Knowledge and Ideas

CCWHST1: Text Types and Purposes
CCWHST2: Text Types and Purposes

CCWHST4: Production and Distribution of Writing

CCWHST8: Research to Build and Present Knowledge

CCWHST9: Research to Build and Present Knowledge

	Grade Level Skills
Students will:

· Evaluate information and synthesize a conclusive belief.

· Use analytical skills and support conclusions with specificity.

· Create a PowerPoint presentation.

· Access and research information using the Internet. 

· Display creative thinking, problem solving, and decision making. 

· Organize and maintain files. 

· Use computers to process information. 




	Pacing Guide 

	1st Marking Period 

	2nd Marking Period 


	Month 1

Month 2

Month 3

Month 4

Month 5



	Unit 1

Introduction to 

Advertising

4 weeks
Unit 2

 Strategy 
4 weeks 
Unit 3 
Execution 

12 weeks




	Unit 1 -  Introduction to Advertising, 4 weeks  top 

	Standards

21st Century Skills Crosswalk

1. Use real-world digital and other research tools to access, evaluate and effectively apply information appropriate for authentic tasks.

2. Work independently and collaboratively to solve problems and accomplish goals.

3. Communicate information clearly and effectively using a variety of tools/media in varied contexts for a variety of purposes.

Connecticut Career and Technical Education – Marketing Education

C. Market Planning: Understand concepts and strategies utilized to determine and target marketing strategies to a select audience.

17. Explain the concept of market and market identification.

18. Explain the concept of marketing strategies.

21. Describe the nature of target marketing in marketing communications.

22. Describe the role of consumer behavior in strategic marketing planning.

23. Explain the relationship between market segmentation and consumer behavior.

24. Define a target market and the factors impacting target market selection.

E. Product Service Management: Understand the concepts and processes needed to obtain, develop, maintain and improve a product or service mix in response to market opportunities.
34. Describe factors used by marketers to position product/services.

35. Explain the nature of product/service branding.



	Unit Objectives

Students will be able to:

· Review fundamental prerequisite concepts of marketing.

· Define advertising and distinguish it from other forms of marketing communications
· Be able to apply the 4 P’s and a SWOT analysis to a product. 
· Discuss advertising’s role in marketing strategy.

· Identify the basic components of a print advertisement
· Analyze ethical issue, government regulations and social influences that impact advertising.


	Focus Questions

· How does advertising work in conjunction with other marketing functions to be as effective as possible?

· What makes an advertisement effective?

· What challenges do advertisers in today’s world face?

· What are the advantages and disadvantages of different forms of advertising?

	Assessment
· Brand Repositioning Project


	Skill Objectives

 Students will:

· Apply information they have read their own advertisement they will create.

· Use analytical skills and support conclusions with specificity.

· Create a PowerPoint presentation.

· Access and research information using the Internet. 

· Display creative thinking, problem solving, and decision making. 

· Organize and maintain files. 

· Use computers to process information. 



	Technology Resources 

· Computers

· Microsoft Office

· Projector or Interactive whiteboard
	Suggested Materials/Resources 

Textbook

Online Advertising Databases



	Unit 2 – Strategy, 4 weeks  top

	Standards

21st Century Skills Crosswalk

1. Use real-world digital and other research tools to access, evaluate and effectively apply information appropriate for authentic tasks.

2. Work independently and collaboratively to solve problems and accomplish goals.

3. Communicate information clearly and effectively using a variety of tools/media in varied contexts for a variety of purposes.

Connecticut Career and Technical Education – Marketing Education

B. Channel Management: Understand the concepts and processes needed to identify, select, monitor and evaluate sales channels.

13. Describe the nature and scope of consumer behavior.

14. Explain components of consumer decision-making models.

C. Market Planning: Understand concepts and strategies utilized to determine and target marketing strategies to a select audience.

17. Explain the concept of market and market identification.

18. Explain the concept of marketing strategies.

21. Describe the nature of target marketing in marketing communications.

22. Describe the role of consumer behavior in strategic marketing planning.

23. Explain the relationship between market segmentation and consumer behavior.

24. Define a target market and the factors impacting target market selection.

E. Product Service Management: Understand the concepts and processes needed to obtain, develop, maintain and improve a product or service mix in response to market opportunities.

34. Describe factors used by marketers to position product/services.

35. Explain the nature of product/service branding.

	Unit Objectives

Students will be able to:

· Explain why you must understand the product, the consumer, and the marketplace.
· Identify the relationship between a product feature and a consumer benefit.
· Identify psychological strategies and how it relates to consumer behavior.

· Identify the different methods of segmentation, and how they can be used in conjunction.

· Identify the use famous advertising strategies in modern-day marketing campaigns.


	Focus Question
· Why is it important to understand your competitors, even if they are indirect?

· Why is market segmentation imperative?

· How can advertising create and/or reinforce product positioning?

· When is it most appropriate to sell using logic and/or emotion?

· How can a product target multiple groups without diluting its image?

· How can psychological concepts be applied to advertising to sell products?
· What consumer behaviors result from effective advertising?

· How can you turn a competitor’s asset into a deficit?


	Assessments 



	
	Skill Objectives

 Students will:

· Identify different segments within a given market.
· Synthesize a creative brief, organizing their ideas and research into a coherent and organized report.
· Evaluate information and synthesize a conclusive belief.

· Use analytical skills and support conclusions with specificity.

· Create a PowerPoint presentation.

· Access and research information using the Internet. 

· Display creative thinking, problem solving, and decision making. 

· Organize and maintain files. 

· Use computers to process information. 



	Technology Resources 

· Computers

· Microsoft Office

· Projector or Interactive whiteboard
	Suggested Materials/Resources 

· Textbook

· “Twenty Ads that Shook the World” by James B. Twitchell

· Various Case Studies 


	Unit 3 – Execution, 12 weeks  top

	Standards

21st Century Skills Crosswalk

1. Use real-world digital and other research tools to access, evaluate and effectively apply information appropriate for authentic tasks.

2. Work independently and collaboratively to solve problems and accomplish goals.

3. Communicate information clearly and effectively using a variety of tools/media in varied contexts for a variety of purposes.

Connecticut Career and Technical Education – Marketing Education

B. Channel Management: Understand the concepts and processes needed to identify, select, monitor and evaluate sales channels.

13. Describe the nature and scope of consumer behavior.

14. Explain components of consumer decision-making models.

C. Market Planning: Understand concepts and strategies utilized to determine and target marketing strategies to a select audience.

17. Explain the concept of market and market identification.

18. Explain the concept of marketing strategies.

21. Describe the nature of target marketing in marketing communications.

22. Describe the role of consumer behavior in strategic marketing planning.

23. Explain the relationship between market segmentation and consumer behavior.

24. Define a target market and the factors impacting target market selection.

E. Product Service Management: Understand the concepts and processes needed to obtain, develop, maintain and improve a product or service mix in response to market opportunities.

34. Describe factors used by marketers to position product/services.

35. Explain the nature of product/service branding.



	Unit Objectives

Students will be able to:

· Use copywriting techniques in an effective way.
· Utilize and identify multiple visual strategies in their own creations.

· Identify how the elements of an advertisement can be organized in different ways to imply a deeper meaning.

· Create copy that will make the image relevant to the message of the advertisement.

· Explain the results of using negative space within an advertisement.
· Identify the different types of testimonials that can be used, as well as the benefits and risks of each.

· Analyze the graphic design of print advertisements and how it impacts perception.
· Identify and analyze visual metaphors, and explain why they are so powerful in advertising

· Create a dynamic advertising campaign for a client.
	Focus Questions 

· Why and how does copy provide anchorage for the image used in the advertisement?
· How can testimonials be used to increase brand identity and awareness?

· What do different colors infer in an advertisement?

· How can the dynamic organization of elements within an advertisement effect the processing of the reader?

· What are the benefits of utilizing dualities in advertising?

· How can using the proper organization increase the effectiveness of your duality?

· How can negative space create impact in an advertisement?

· How can satirical phrases and cliché’s be used to create a verbal metaphor?


	Assessments 

· Advertising Portfolio
· Advertising Plan and Client Pitch

	Skill Objectives

 Students will:

· Evaluate information and synthesize a conclusive belief.

· Use analytical skills and support conclusions with specificity.

· Create a PowerPoint presentation.

· Access and research information using the Internet. 

· Display creative thinking, problem solving, and decision making. 

· Organize and maintain files. 

· Use computers to process information. 



	Technology Resources 

· Computers

· Microsoft Office

· Projector or Interactive whiteboard
	Suggested Materials/Resources 

· Textbook

· Samples of print advertisements for analysis

· Various websites
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